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“Pattern for Profit” Gives Utilities Full Plan 
for Continuous Appliance Merchandising 


i i 


complete package appliance-dealer 

sales program is now being distrib- 
uted to its member-utilities by American 
Gas Association. The program has been 
two years in the making, much of the 
time having been spent on exhaustive 
studies of existing gas utility sales pro- 
grams, their relation to the changing pat- 
tern in gas appliance distribution and 
on dealer sales methods and attitudes 
with respect to gas appliance sales. 
Studied also were dealer-and-salesman- 
techniques, correlated with customer in- 
terviews to define and pin-point the vari- 
ous motivations that make customers 
buy. 

The program, as finally developed by 
the dealer sales committee of the asso- 
ciation has in essence two major objec- 
tives: (1) to stimulate and encourage 
gas companies to formulate and actively 
promote dealer-cooperation plans and 
(2) to make better and more effective 
salesmen out of the gas appliance dealers 
enlisted in the program by their local gas 
utilities. 


Pespicie FOR PROFIT,” the new 


Dealer most important 

The gas industry now recognizes that 
the dealer has emerged as the most im- 
portant sales factor in the scheme of gas 
appliance merchandising, with 85% of 
all home appliances now being sold 
through non-utility retail stores. Despite 
this fact the committees investigations 
disclosed that there was and is a wide 
divergence of opinion among gas com- 
panies on how best to use this dealer 
dominance as an effective instrument in 
the sales of gas appliances and the con- 
tinuing load-building of the utility. 

It discovered that despite the trend 
away from direct merchandising on the 
part of some of the larger gas com- 
panies, 65% of the meters of the nation 
are still served by utilities that are in 
some form of direct company merchan- 
dising, coupled with a policy of dealer- 
cooperation. In areas where the gas com- 
pany has maintained aggressive well- 
trained selling organizations, working 
closely with the dealers, gas appliance 
sales and gas load have in general showed 
a satisfactory and continuous pattern of 
yearly increase. On the other hand, in 
areas in which gas utility sales activity is 
not aggressive, and not closely coordi- 
nated with promotional plans that en- 
couraged dealer participation, sales re- 
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sults are becoming progressively less sat- 
isfactory every year. 

Still another disturbing factor un- 
covered by months or direct contact with 
dealers themselves, was that the calibre 
of gas appliance selling from retail floors 
leaves much to be desired. It was found 
that many dealers literally only “han- 
dled” gas appliances, with their selling 
efforts and promotional energies being 
largely devoted to competitive equip- 
ment. Electric ranges, for instance had 
been moved into the glamour spots on 
display floors, with gas appliances rele- 
gated to unimpressive rows in the dim 
recesses of the back of the store. 

Lethargy, lack of aggressive salesman- 
ship, poorly informed sales personnel 
and sloppy selling techniques were en- 
countered in innumerable instances. 


A major concern 


Understandably the dealer is not pri- 
marily interested in the fuel that an ap- 
pliance utilizes; his major concern is 
his profit on its sale. As the result of an 
ever-increasing tempo in electrical pro- 
motion, many dealers appear to be con- 
vinced that the electrical route offers the 
quickest avenue to the most profit from 
their merchandising activities. 

The problem, therefore, resolved it- 
self into devising a program that would 
first of all stimulate the gas utilities to 
help themselves, by making effective use 
of the dealer and his popularity with the 
buying public; then place in the hands 
of gas company management a plan and 
the material that would enable each one 
to increase the interest and the ability of 
the retailers to sell more gas appliances. 

In the “Pattern for Profit” portfolio, 
therefore, there are two publications di- 
rected to gas utility management. The 
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first of these, “Deal in the Dealer,” is a 
compendium of the best selling practices 
of AGA member-companies studied, 
with emphasis on the function of deal- 
ers as the major source of appliance 
sales. It points out that profits on sales 
are primary dealer incentive, just as 
profit on gas load is the primary utility 
incentive. It emphasizes the necessity of 
developing a specific and detailed dealer 
cooperation plan where none already ex- 
ists, and the refashioning of old plans 
where they are no longer realistic with 
respect to today’s marketing. It provides, 
in one of its 8 chapters, a concise and 
realistic check list whereby a utility can 
evaluate its own dealer plan, to determine 
where it is strong, where it is weak, and 
where changes are indicated to assure 
sales results. 


The second kit 

A second book in the kit, directed to 
utility management is entitled “How to 
Win Dealers.” It is a further refinement 
and development of the argument and 
sales logic presented in “Deal in the 
Dealer.” Based on the assumption that 
the gas company has developed a dealer 
plan, the second book offers concrete 
suggestions for putting it into operation. 
It opens with the observation in Chapter 
1 that “cooperation is a two-way street,” 
pointing out that any dealer-utility rela- 
tionship is based on mutual faith and 
confidence which must be maintained in- 
violate by the utility. It suggests methods 
of presentation of the dealer coopera- 
tion program in a manner that will em- 
phasize the profit possibilities that it will 
open up for the independent retailer. 
Planning and conducting group meetings 
is discussed, with the themes of the meet- 
ings progressing from the first presenta- 
tion in which the program is announced. 
through sales training in general to spe- 
cific tie-in meetings with various s¢a- 
sonal drives or specific sales campaigns 
directed toward individual appliances. 


Enthusiastic merchandisers 

Having concluded the portion of the 
presentation devoted to selling the gas 
industry, the program ‘then proceeds 
through other pieces of literature de- 
signed to be placed in the hands of ‘he 
dealers themselves, and written with ‘he 
object in view of making them better. 
more competent and more enthusia:tic 
gas appliance merchandisers. 

“Buy-Ways to Profits” is an 18-p. ge 
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ok in jumbo size designed to impress 
the dealer with the growth and progress 
of the gas industry, its national advertis- 
ing and promotions, gas appliance mar- 
kets and profit opportunities developed 
through the national promotion of gas 
and gas appliances. 

“10 Sure Ways to More Gas Appli- 
ance Sales” is a primer on selling meth- 
ods prepared especially for gas appliance 
dealers and their salesmen. Its content is 
based on the field research done by pro- 
fessional sales analysts under the dealer 
sales committee’s direction. The ten spe- 
cific suggestions for sharpening sales 
techniques are written in the salesman’s 
language, with self-improvement and 
profit stressed as the motivating force. 

“How to Select a Salesman” is a folder 
directed to the sales management of 
either an appliance retailer or a utility. It 
features new methods to be used in the 
selection of capable and qualified sales 
personnel. 

Rounding out the package, is a folder 
which the local gas utility can use as a 
cover for printed or mimeographed 
sheets outlining the local sales plan and 
promotional program, to be distributed 
to appliance dealers. 

There is also a sample of a three-color 
decalcomania sign, featuring the gas 
flame, and designated to be used by deal- 
ers to identify themselves to the public 
as sales outlets for modern gas appli- 
ances: 





GAS APPLIANCE 
INDUSTRY NEWS 





House Heating Shipments Top 1952 


Gas-operated central heating system ship- 
ments ran ahead of 1952 in all three classi- 
fications during July and for the first seven 
months of 1953, according to Edward R. 
Martin, director of marketing and statistics, 
Gas Appliance Manufacturers Association. 

Gas-fired boilers recorded the greatest in- 
crease for July, with 7,200 units shipped, a 
33.3% gain over July 1952. The July fig- 
ure raised the total for the first seven months 
to 33,000 units, a 7.8% increase over last 
year. 

Gas-fired furnace shipments for the same 
period climbed to 253,600 units, a 21.7% 
boost over 1952’s seven months total. This 
included 40,700 furnaces shipped during 
July, a 6.3% gain over the total for the 
Same month of 1952. 

Gas conversion burner shipments topped 
1952 for the first time this year, rising to 
99,900 units for the seven months, a .4% 
gain over the comparable 1952 period. July 
shipments amounted to 18,700 units, 3.9% 
more than the same month last year. 


A. O. Smith Names 7 Distributors 
The distributor organization of the 
Pormaglas-Heating division, A. O. Smith 
'rp., at Kankakee, Ill. has been increased 
the addition of seven new members. 
The new members are: Peninsular Dis- 
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tributing Co., Detroit, serving the eastern 
Michigan and Detroit area; Harris Distrib- 
utors, Inc., Litthke Rock, Ark.; Southern 
Wholesale Co., Inc., Shreveport, La.; Hyde 
Plumbing Supply Co., Massena, N. Y., 
serving upper New York State; S. & M. 
Supply Co., Eau Claire, Wis., serving 16 
adjoining counties; Farris Plumbing Sup- 
ply Co., New Orleans, and Rumbold & 
Co., Atlanta, Ga. 


Coleman Adds Merchandising Dept. 
and Opens Fall Selling Campaign 
The addition of a merchandising depart- 

ment to the sales division has been an- 
nounced by the Coleman Co., Inc. 

Julian F. Warren, formerly sales manager 
of Delco Appliance division of General 
Motors Corp., has been named merchandise 
manager. 

Under Mr. Warren’s direction, the new 
department will develop merchandising pol- 
icies, plans and programs for all lines of 
the company’s products and will operate in 
close cooperation with the field sales organ- 
ization. 

Mr. Warren joins the Coleman Co. with 
a background of 20 years experience in all 
phases of merchandising residential heating 
and air conditioning equipment. 

Associated with Mr. Warren in the op- 
eration of the new department will be three 
product managers responsible for the de- 
velopment of marketing information and 
merchandising recommendations on _ the 
company’s principal lines. 

The position of product manager in 
charge of the merchandising of open mar- 
ket appliances, will be Ford Denslow. He 
joined the company in 1945 in charge 
of sales to mail order and chain store ac- 
counts. From 1946 until July, 1953, he was 
manager of the Company’s Hawaiian di- 
vision with headquarters in Honolulu. 

Robert T. Hansen has been named prod- 
uct manager for central heating and air con- 
ditioning. Mr. Hansen comes to Coleman 
from Acme Industries where he was re- 
gional sales manager for 11 central states. 
From 1940 until 1950, Mr. Hansen held po- 
sitions in the sales and engineering depart- 
ments of Airtemp division of Chrysler Corp. 
Prior to 1940 he was a field engineer for 
Fairbanks-Morse Co. 

A third product manager in charge of 
merchandising plans and policies for floor 
and wall furnaces, space heaters and water 
heaters will be appointed soon. 

Also to be announced is the appointment 
of a sales training supervisor who will di- 
rect and coordinate all phases of sales train- 
ing at factory, distributor and retail levels. 

At the same time, Coleman has reported 
it will use three radio shows over the NBC 
network for a special fall selling campaign 
beginning September 15, and concentrated 
in four weeks. 

Gas and oil space heaters will be featured 
over all of the network stations except in 
about 40 cities in the South and Southwest 
where, because of market conditions, wall 
heaters and floor furnaces will be promoted. 

Called Operation Tandem, the three- 
show package will star William Gargan in 
“Barrie Craig, Confidential Investigator,” 
for four nights, beginning September 15; 
Eddie Cantor in “The Eddie Cantor Show” 


for four nights beginning September 17; 
and James Stewart in four broadcasts of 
“Six Shooter,” beginning September 20. 

Dealers throughout the country will be 
able to tie in with the network shows 
through local spots, in addition to which 
the fall heater program also’is being carried 
out through newspaper advertising and a 
bonus campaign. 

In addition to the merchandising depart- 
ment and fall campaign Coleman has an- 
nounced the establishment of two zone sales 
offices, one in Philadelphia to serve 11 east- 
ern states and the District of Columbia and 
one in Dallas to serve 12 southern and 
southwestern states. 

L. L. White has been named eastern zone 
manager. Lawrence T. Ash replaces Mr. 
White as manager of the branch office and 
warehouse in Philadelphia. 

Hascal Simmons is zone manager of the 
southern office with headquarters in the 
Merchandise Mart, Dallas. 


Harper Wyman Gets Safety Award 

The Harper Wyman Co., Chicago, was 
recently cited by the National Safety Coun- 
cil for establishing in the company a record 
of 5,349,270 consecutive man hours, with- 
out a disabling injury. In commending the 
Harper Wyman organization the National 
Safety Council stated, “to our knowledge, 
this is the longest injury-free period 
achieved by any manufacturer in the heat- 
ing equipment industry.” The period cov- 
ered by the award extends from January 14, 
1944 through December 31, 1952. Actually 
a new mark is still being set as Harper Wy- 
man’s accident record remains unblemished. 

A two-color booklet entitled “How to 
Boost Sales With ‘Package’ and ‘Open End’ 
Mortgage Plans” has been distributed to 
15,000 dealers, distributors and architects 
by Whirlpool Corp. It explains in simple 
terms what the plans are, how they work 
and how they benefit both customer and 
dealer. 

Also, the pocket-size booklet advises deal- 
ers On ways to advertise the plans and lo- 
cate new Sales prospects. 


Mail Campaign at Roberts-Gordon 

Roberts-Gordon Appliance Corp. has 
produced a complete set of direct mail 
pieces for use by jobbers and dealers, as 
part of the company’s increased advertis- 
ing and publicity program. 

The direct mail campaign includes sepa- 
rate pieces on the Gordoneer, new hot 
water wet-base boiler; gas fired winter air 
conditioners; the Spreader Flame Conver- 
sion gas burner; the gas fired Unit Heater, 
and four-color cross sections of the opera- 
tion of the conventional gas burner com- 
pared with the Spreader Flame gas burner. 


Gas Water Heater Shipments Up 


Shipments of automatic gas water heaters 
continued to rise during July and topped 
the 1952 total for the first seven months by 
24.8%, according to Edward R. Martin, di- 
rector of marketing and statistics, Gas Ap- 
pliance Manufacturers Association. 

During July 173,000 units were shipped 
to dealers and distributors throughout the 
country, increasing the total for 1953 to 
1,306,400. July shipments recorded a 31.8% 
increase over the same month of 1952. 
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MEN AT WORK 





Makemson Heads Roper Appl Div 

John H. Makemson was elected vice pres- 
ident and general manager of the Geo. D. 
Roper Corp., Appliance div., at a recent 
meeting of the board of directors. Mr. 
Makemson joined the company in 1946, as 
assistant production manager. In 1950 he 
was elected vice president and treasurer. 

Other organizational changes and ap- 
pointments announced by the company 
include: 

C. R. Oehler, appointed treasurer; L. R. 
Jensen, named Operations vice president; 
F. R. Dickerson, elected vice president and 
general manager, Pump div.; E. C. Sorby, 
named the new vice president in charge of 
trade and public relations; H. D. Weigel, 
named general manager, Ordnance div.; 
C. A. Miller, appointed controller; and 
W. F. Hinz, assistant secretary, also be- 
comes assistant treasurer. 


Organization Changes at A. O. Smith 

A number of basic organizational 
changes, designed to aid in meeting a sales 
quota raised 25% for the fiscal year .be- 
ginning August 1, have been announced 
by the Permaglas-Heating div., A. O. Smith 
Corp. Among the changes will be discon- 
tinuance of the division’s former field plan 
of 4 districts and 6 sales zones, in favor 
of 10 sales districts nationally. 

Former sales zone managers who have 
been elevated to district sales managers 
include: 

Northeastern district, W. T. Halket, 
Springfield, Mass.; Eastern, W. A. Dunn, 
Teaneck, N. J.; Mid-Atlantic, H. N. John- 
son, Philadelphia; East Central, Kenneth 
O’Gorman, Pittsburgh; South-Eastern, 
Wendell Fields, Jr., Atlanta; Mid-West, 
G. C. Spratt, Lafayette, Ind.; North Cen- 
tral, L. H. Hoelter, Chicago; Central, R. J. 
Ulvestad, Kansas City, Mo.; Southwest, 
J. W. Burleson, Dallas; and Western, H. L. 
Bilsborough, Los Angeles. 

Walter W. Stake has been named assist- 
ant general sales manager, Permaglas- 
Heating div., and will continue to make 
his office in New York. 

Also, all water heater sales have been 
consolidated under the direction of R. J. 
Shepherd, manager, assisted by D. D. Wil- 
liams. Home heating boilers have been 
added to heating sales under the manager- 
ship of Jack Robinson. 


Dearborn Stove Names 2 Managers 

Dearborn Stove Co., Dallas, Tex., re- 
cent purchasers of Odin Stove Co., Erie, 
Penn., held their first product integration 
and joint sales conference during July. 

Announced at the session was the ap- 
pointment of two men to regional manager- 
ships. Lee Farrel Montgomery was named 
manager of region 6, including New York 
State, western and central Pennsylvania, 
Virginia and West Virginia, and Eli A. 
Finn was appointed manager for region 
9, covering New England, metropolitan 
New York, New Jersey, Maryland, Dela- 
ware, District of Columbia and south- 
eastern Pennsylvania. 
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It's Chicago vs Philadelphia 
In Matchless Range Contest 


Two of the pioneers and foremost gas 
utility exponents of single-point-ignition 
all gas ranges, Peoples Gas Light and 
Coke Co. of Chicago, and the Philadel- 
phia Gas Works, have completed plans 
for an inter-company retail sales contest 
to cover the period from September 8 to 
December 14, 1953. 

The program, jointly developed by 
Bernard H. Wittmann, assistant to the 
vice president of Peoples, and James O. 
Nichols, sales manager of PGW, is the 
first of its kind in which the sales force 
of one large metropolitan utility is to be 
pitted in friendly rivalry against its 
counterpart in a distant city. 

To compensate for the disparity in 
size of territory, and number of meters 
and sales personnel, the results will be 
computed on a 3-2 basis, with the Chi- 
cago utility’s quota set at 1,125 retail 
range sales, as against 750 for Philadel- 
phia. 

The contest is an outgrowth of the 
Matchless gas range sales campaigns that 
have been carried on in both cities dur- 
ing the past year and a half. While Peo- 
ples Gas Light and Coke first offered 
automatic gas ranges equipped with flash 
tube ignition as early as June, 1950, the 
first Matchless campaign, so designated, 
was launched in Philadelphia in April 
1952. Here, with the cooperation of 
stove manufacturers and dealers, over 
$250,000 Matchless ranges were added 


Smith is Maytag Co Res & Div VP 

Tom R. Smith, director of research and 
development for The Maytag Co., Newton, 
Ia. since 1938, has been named vice presi- 
dent in charge of research and development. 
His election to the newly-created office was 
made at the annual meeting of the com- 
pany’s board of directors. 

An employe of the company for 20 years, 
Mr. Smith first started to work for the or- 
ganization in 1926. He left the company to 
enroll in the University of Iowa. He was 
graduated from Massachusetts Institute of 
Technology in 1932. 


Chambers Names Southeast Rep 

Guy T. Gunter, Jr., has been appointed 
southeastern representative for Chambers 
Corp., handling both console ranges and 
built-in equipment. His territory will 
cover Alabama, central and eastern Ten- 
nessee, Georgia, Florida, and North and 
South Carolina. 

These states were formerly part of the 
territory handled by M. A. Compton, Jr., 
who will now concentrate on Louisiana, 
Mississippi, Memphis, and southeast Texas. 


to PGW lines in three months time. The 
gas: company’s range sales were better | 
than double those for the comparable | 
period in 1951, and at the same time 
electric range sales fell off 60% for the 
time of the contest. 

The word Matchless was immediately 
adopted by the Chicago utility, as de- 
scriptive of an automatic gas range, com- 
pletely gas actuated and gas controlled, | 
but free from the accumulated heat of [ 
multiple pilots. Now both companies sell 
single point ignition gas ranges only. 

A trophy to be presented by cooperat- 
ing manufacturers of Matchless ranges, 
will become the temporary property of 
the winner of this fall’s contest. The pi- 
oneer contestant companies hope that the 
success of their new competition will 
stimulate other gas utilities to join them 
to make a three- or four-way contest in 
the spring of 1954. 

To keep the spirit of rivalry at top 
pitch, simultaneous “kickoff” meetings 
will be held in each city, at which time 
advertising and promotional plans will 
be displayed to the salesmen, and special 
prizes for individual achievement an- 
nounced. 

Thereafter, every Monday morning 
during the contest, sales results for the 
previous week will be exchanged by tele- 
graph between the contestants, and their 
progress recorded on identical charts in 
all district sales offices. 


K. T. Davis has been appointed director 
of engineering and product development, 
Bryant Heater div., Affiliated Gas Equip- | 
ment, Inc. 

W. M. Day has been placed in charge of 
the engineering department, Perfection } 
Stove Co. 

W. H. Haac is now vice president, manu- } 
facturing, engineering and purchasing, Per- 
fection Stove Co. 

KENNETH E. LOFGREN is now sales pro- | 
motion manager, Permaglas-Heating div., 
A. O. Smith Corp. 

Marc ReseK has been named vice presi- 
dent in charge of research, Perfection 
Stove Co. 


Chambers Names New Distributor 

Quality Television Corp. has been ap- 
pointed Los Angeles distributor for Cham- 
bers Corp., and will handle both console 
ranges and built-in equipment for the com- 
pany. 

Jack N. Smith is president of Quality 
Television, and Edmund L. Clark is sales 
manager of the firm’s Chambers division. 
Factory representative serving the new (is- 
tributor is Forest N. Hall, Dallas, Tex. 
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NEW GAS APPLIANCES 





Twin air conditioner, forced 

air furnace units 

The manufacturer’s new _ year-round 
ome air conditioning twins, using gas or 
il burning heating units, may be installed 


























together or separately. Installation of the 
heating unit may be followed by the cool- 
ing unit, without adding ducts or making 
other alterations. Separate blower systems 
in each of the twins are said to assure 
proper delivery of air for both heating and 
cooling, provide for better dehumidifica- 
tion control, and prevent overloading the 
furnace blower. The air conditioner is 
available in 2-, 3- and 5-ton models featur- 
ing: inlet air opening located for easy 
connection to return air compartment of 
furnace; cooling coil over inlet air open- 
ing for even distribution of air flow over 
coil surface; low speed, high capacity, 
rubber-cushioned blower with adjustable 
belt drive, and control panel with finger- 
tip selection of summer cooling or winter 
heating. The gas fired forced air furnace 
models, AGA approved for use with all 
gases, are available in 5 sizes, from 50,000 
Btu/hr input, 40,000 Btu/hr output, to 
175,000 Btu/hr input, 140,000 Btu/hr out- 
put. Convenience features include: finger 
tip igniter for pilot; safety pilot for re- 
lighting burners after interruption of serv- 
ce, and a valve reportedly assuring the 
proper flow of gas to the burner regardless 
of pressure conditions. 

Bryant Command-Aire, Model 590 air 
conditioner, Model 319 forced air furnace. 
Bryant Heater Division, Affiliated Gas 
Equipment, Inc., Cleveland, O. 




























Pressure relief valves 


[hese 2 new pressure relief valves, of 
arger size than an earlier-introduced unit, 
> for use on hot water space heating 
boilers to protect against over pressure. 
manufacturer reports they were de- 
veloped to make time-tested pressure pro- 
ection available for hot water boilers with 

t output to 743,000 Btu/hr and 1,025,- 
00 Btu/hr, respectively. Designed to open 

0 lbs. pressure, the valves comply with 
ASME boiler code. All operating parts 
of non-corrosive materials, the valve 
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seat of brass, the valve disc of high tem- 
perature silicone. The valves are tamper- 
proof, with pressure settings established at 
the factory. 

McDonnell l-inch and 14-inch No. 230 
Pressure Relief Valves. McDonnell & Mil- 
ler, Inc., 3500 N. Spaulding Ave., Chi- 
cago 18. 


Hot water heaters 

Designed for residential, commercial 
and industrial hot water heating, this gas 
fired, automatic unit is available in 









2-burner cabinet, and 1-burner round 
models. The 2-burner unit is equipped with 
2 double copper coils, circulating water 
pump and automatic controls which are 
preassembled at the factory. It has an 
input rating of 90,000 Btu. The 1-burner 
round model, made to specifications and 
on special order only, is a light-weight 
unit, equipped with 1 double copper coil 
and automatic controls. It is ideal for 
mounting on wall brackets, the manufac- 
turer reports, or it may be suspended 
from the ceiling. It has a 45,000 Btu input 
rating. Both systems are said to be suitable 
for single or multiple installations, and 
are recommended for plans requiring ra- 
diant panel heating, baseboard, convector 
or modern radiator hot water heating. 
Shown here is the 2-burner cabinet heater. 

Rex Models 280-HH and 180-HH. The 
Cleveland Heater Co., 2310 Superior Ave., 
Cleveland 14. 


Clothes dryer 
A compact automatic clothes dryer de- 
signed for small apartments and homes, 





trailers and camps, with an 8-pound ca- 
pacity of dry clothes, this unit measures 
2444” wide, 36” high and 24%” deep. 
For use with either gas or electricity in 
different models, the dryer is a counter- 
part in dimensions and similar in appear- 
ance to a washing machine introduced 
earlier by the manufacturer. The new 
dryer and the matching washer, with a 
total span of less than 49”, will be mer- 
chandised as The Compact Couple. 

Automatic Clothes Dryer. Whirlpool 
Corp. 






Forced air furnaces 

Three new models of gas fired forced 
air furnaces with input ratings of 75,000, 
95,000 and 120,000 Btu’s have been added 












to the manufacturer’s line. All models are 
AGA approved for use with natural, mixed, 
manufactured, LP and LP-air gases. The 
furnaces, all with single port upshot 
burners and centrifugal blowers, are said 
to have leakproof joints, heavy gauge steel 
heat extractors and steel liners, and re- 
movable panels to permit easy access to 
burner, controls and blower. The manufac- 
turer reports the units may be used with 
conventional air handling systems and the 
company’s small duct system. 

Coleman H Series. Coleman Co., Inc., 
Wichita, Kans. 


Hamilton Appoints New Distributor 

Hamilton Manufacturing Co. has an- 
nounced the appointment of Motorola, 
New York, Inc. as New York City distribu- 
tor for Hamilton home laundry equipment. 


AUTOMATIC INCINOR 


GAS-FIRED INCINERATOR 


A “MUST” in Homes with Automatic Heat 
A FULL-PROFIT LINE « NO TRADE-INS 


INCINOR IS APPROVED BY A.G.A. LABORATORIES 


ACT NOW FOR COMPLETE DETAILS 


INCINERATION DIVISION, BOWSER, INC., CAIRO, ILL. 

















How : 
automatic 


controls 

and 
heating and 

air conditioning 
equipment 

work together 














for best results 


Now you can get a practical view of the 
working and application of just those auto- 
matic controls used in the heating, ventilat- 
ing, and air conditioning field. 


... The unique control 
requirements of heating 
and cooling systems 
... The special devices 
you can get for them 

° The methods of 
combining these devices 
into control systems 

. all these important 


aspects of control are 
covered in this new 
book. 

Whether your interest 


lies in the development 
of controls or the per- 
formance of the equip- 





Just ment they control, you 

i. will find helpful and 

Published! essential information 
here. 


AUTOMATIC CONTROL 
of HEATING and 
AIR CONDITIONING 


By JOHN E. HAINES 
Vice-President 
Minneapolis-Honeywell Regulator Company 
354 pages, 6 x 9, 200 illustrations, $6.75 


This is a practical book by a man with twenty- 
four years’ experience in the controls field. In 
a simple, direct manner—with practical working 
examples rather than mathematical formulas 
he passes his experience on to you. He shows 
you plainly the circuits and devices, operation 
and applications, of heating and air conditioning 
control systems. 


The author keeps al- OPO SS LS 
ways in mind these two } COVERS . 
Electric-control 


basics: the need to de- 
sign, select, or use con- 
trols with an eye to 
the characteristics of 
the equipment you're 
controlling; and_ the 
importance of consid- 
ering means and meth- 
ods of automatic con- 
trol from the beginning 
when you design, select, 
or plan to use equip- 
ment that will need it. ¢ 


Pneumatic-control 


AND CONTROL OF 
Domestic heating 
Unit heaters and unit 
ventilators 
Commercial central 
fan heating systems 
Commercial central 
fan cooling systems 
Commercial refrigera- 
tion 
Radiant-panel heating 
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GAS ENGINEER 


Growing natural gas company lo- 
cated in north central area has open- 
ing for gas engineer experienced in 
preparation of material for presen- 
tation before regulatory bodies and 
in natural gas transmission or distri- 
bution operations. Salary commen- 
surate with ability and experience. 
Replies confidential. 
Box 257 


AMERICAN GAS JOURNAL 
205 E. 42nd St., New York 17, N. Y. 








GRADUATE ENGINEER 


Growing natural gas company lo- 
cated in north central area has open- 
ing for recent graduate for engineer- 
ing work in connection with natural 
gas transmission and distribution op- 
erations. Some experience in field 
desirable but not essential. Salary 
commensurate with ability and ex- 
perience. Replies confidential. 
Box 258 


AMERICAN GAS JOURNAL 
205 E. 42nd St., New York 17, N. Y. 








IMMEDIATE DELIVERY. New 30,000 gal- 
lon propane storage tanks. ASME U-68/U- 
200 complete with ladder and platform. 
Hartford Inspection Certificate. Pennsyl- 
vania shipping point. Act fast if you want 
tanks at old price. Box 259 








GAS and COMBUSTION ENGINEER 


Large midwest manufacturer has oppor- 
tunity for graduate engineer, age 30-45, 
with majors in engineering, chemistry, 
combustion, and thermodynamics. Should 
have experience in heat treating, design 
and engineering of gas circuits including 
oxygen, acetylene, propane and natural 
gas. To take charge of engineering and 
designing of flame hardening equipment. 
Salary open. Please send a resume of 
personal data, education and experience. 
Address: Box 260, c/o American Gas 
Journal, 205 E. 42nd St., New York 17, 
N. Y. 











HELP WANTED 


Engineer, not over 30, with some 
natural gas distribution system op- 
erating experience. Position is with 
a large natural gas company and re- 
quires substantial amount of travel 
by auto and ability to meet and asso- 
ciate with many people. In reply 
give complete data, including pres- 
ent salary, which will be held in con- 
fidence. Address Box 261, c/o Amer- 
ican Gas Journal Inc., 205 E. 42nd 
St., New York 17, N. Y. 
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NEW BULLETINS 





Taco Hor Water Heaters, Heat Ex- 
CHANGERS, HOT WATER HEATING SPECIAL- 
TIES. This amply illustrated, 2-color bulle- 
tin, featuring convenient and simple circu- 
lator performance curves, heater selection 
charts and complete information on all of 
the company’s heating specialties and ac- 
cessories, has been styled for quick refer. 
ence and may be included in any stand¢- 
ard looseleaf binder. Sections of the bulle- 
tin offer information on: circulators, flow 
checks, venturi fittings, control for panel 
heating systems, air valves, relief and re- 
ducing valves, tempering valve, externa 
tankless heaters, external storage heaters 
and other equipment. Many diagrams 
photographs and charts are included. 
Bulletin H-99. Pp. 16. Taco Heaters 
Inc., 137 South St., Providence, R. I. 


ACCESSORIES FOR CHAMBERS RANGES. A| 


2-color, illustrated bulletin presenting in 
formation on the various accessories for 
the manufacturer’s line of gas ranges \' 
now available to the company’s dealers 
Among the items illustrated are roaster. 
stainless steel griddle covers, grill platters 
and other range accessories. Also, ne¥ 
items listed in the bulletin include a broile’ 


platter lifter designed to lift a hot platte! 
from the range, an oven grill platter mad 


of cast alloy which is said to eliminatt 
turning and provide smokeless broilin 
with the oven door closed, and a broile! 
serving rack which rests on four rubbe! 
bumpers to protect table tops. 

Chambers Accessories Bulletin. Chat 
bers Corp., Shelbyville, Ind. 
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A | Diffusion is bad news in gus storage. 
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‘i Before we buy we've got to know... 
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“over 
~over ™ ‘ ~ 99 
op section of wf 
Pp | is the seal? 
10 hell completely 
ventilated : ' 

“ Helium and tetrafluor-ethylene 
Cover Widg clearances have characteristics which present 
32 simplify operation . : 

a special storage problem. Helium 
Gas-tight friction must be stored under conditions 
ess seal not affected : : E : 
bs ether which will not permit contamina- 
tion by even the slightest diffusion 
Piston rests on ’ + sala Dp ° | 3 y ; ra 
Ex. Mbottom—less than % ) ro Dip. #1 L BA. of atmospheric air through the seal 
CIAL- of 1% for purging ’ of its gasholder. Tetrafluor-ethylene 
yulle- ; : ; 
ircu- Leveling device is an expensive gas and any eseape 
ction FM independent of side by diffusion can represent a con- 
all of wall—keeps piston : . 
4d ac- level i ys A Wes siderable dollar loss. 
refer: 5 Wiggins Gasholders have seals 
tand- Fenders prevent 
enaers prevent hicl =: | th , idely 
Dulle- so tenatnn in seat which retain each of these widely 
- different gases without contamina- 
pane P S ae 
d re tion or economic loss. The patented 
erna a a a ee ee Tere 
. Wiggins dry fabric seal gives air- 
rams tight protection against contamina- 
ie tion to helium . . . and gas-tight 
protection from diffusion loss to 
ss. Al tetrafluor-ethylene. In installations 
ga throughout the country, with all 
s for 6 ; 
zes is types of gas products, the Wiggins 
alers Gasholder with its impermeable 
isters. 
atters hg ; dry seal has proved itself in years 
newhs 5,000 cu. ft. Wiggins Gasholder for 2 : f 
roiler storing tetrafluor-ethylene of trouble-free performance. 
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made 
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